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ABSTRACT 
 
Fundraising requires many forms of knowledge, including an 
understanding of the process of raising money, developing successful programs, 
and yielding success for a given organization.  Understanding the context in 
which an organization operates is vital to its ability to successfully raise funds.  
La Salle University’s Art Museum and Saint Joseph University’s Art Gallery 
present an interesting and informative comparison of how fundraising for art 
museums at universities can be accomplished through attention to context as well 
as through long-term, thorough strategic planning practices. 
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INTRODUCTION 
 
In recent years, fundraising efforts have taken priority for many non-profit 
organizations, both in the arts and other related fields.  While every organization knows that 
contributed income is becoming necessary, few seem to understand the many complexities that 
are associated with fundraising.  Known in most organizations as development, fundraising has 
helped to expand facilities, create new programming, and in some instances keep the 
organization open for business.  Thousands of people consider themselves fundraisers; over 
30,000 are members of the Association of Fundraising Professionals (www.afpnet.org  2012).  
As fundraisers, a person also acts as a marketer and salesperson, financial planner and advocate 
for the organization.  It becomes the role of a “development officer” to not only teach 
constituents about the organization, but also to inspire them to make a contribution.  This paper 
will explore a number of issues related to the arts and fundraising including the challenges of 
working with different constituency groups, the issues fundraisers encounter especially with 
museum fundraising and with museums housed in universities/colleges, education’s role in the 
overall success of fundraising efforts, and how fundraising plays into the strategic planning of 
a non-profit organization. 
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WHAT DOES IT TAKE TO FUNDRAISE? 
 
What are the challenges faced by fundraisers today?  From volatility in the financial 
markets, high levels of unemployment, and growing discontentedness with the American 
government, the work of fundraisers is more necessary than ever in making a nonprofit 
institution successful.  Many have to work toward maintaining relationships even in the 
instance of no financial gain.  Stewardship in volatile economic times is vitally necessary, and 
one of a myriad of tasks in which any fundraiser must be an expert. 
Many fundraisers have to raise thousands, if not millions of dollars without a built-in 
constituency.  How does a fundraiser raise money without a built-in constituency?  Supporters 
of the nonprofit world and the arts specifically, do not necessarily make their philanthropic 
priorities known.  For an organization, they have little to determine who their constituency is 
other than visitors or past donors.  An avid impressionist art fan who visits a museum weekly 
may not have the financial wherewithal to make any charitable gifts, even though he has 
displayed high inclination.  Meanwhile, a multi-millionaire with a vast Renoir collection could 
remain nondescript for fear of being solicited to make a cash gift or donation from his 
collection.  Making himself known to an art museum could result in constant soliciting without 
any stewarding and relationship development.  Determining who is part of an organization’s 
constituency is not as easy as it seems.  The financially poor, highly inclined donor may be just 
as important as the very wealthy, but philanthropically disinclined constituent.  In either 
situation, the fundraiser and assorted staff must work diligently to make that determination.   
In particular, how do art museums in universities meet the challenges of fundraising?  
Some use pre-existing constituency, namely alumni.  Since every university has a group of 
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alumni, the likelihood of finding a donor is good if the fundraiser focuses on the correct 
people.  Soliciting a group of finance majors because they have more wealth may be a fruitless 
attempt because none of them like art.  Instead, focusing on a group of art history majors may 
yield better results because they have already displayed a level of inclination by what they 
chose to study while in college. 
What other information does a fundraiser need to know?  First, not every person with 
money is guaranteed to make a gift.  They may not have inclination to give, either to the 
institution, or in general.  Whether they support the mission of the institution, find their money 
is better spent elsewhere, or just chose to not give any form of charity, must be determined 
through due diligence by a fundraiser.  Second, fundraising also requires commitment in 
building a relationship.  Asking a person for money is only part of what good fundraising is 
about.  Thinking that a person will give “just because” is a fatal error made by inexperienced 
fundraisers.  Without a relationship, the donor does not feel connected to the institution, and if 
they have no relationship, the likelihood of giving drops.  Does this help to explain how 
fundraising is more encompassing than just asking for money?  To a certain extent, but the 
work of fundraising is also contingent upon an all around plan.  Crafting an individual plan, 
based on each constituent, is the only way to be a truly successful fundraiser.  The quantity of 
gifts brought in is important, but the size of a gift indicates the strength of the relationship, 
which will more likely lead to more, and hopefully larger, gifts in the future. 
So, how does fundraising function as an integral part of non-profit arts management?  
Most non-profits cannot survive without donations.  Whether it be gifts of art to improve the 
overall collection, to a cash gift for annual operation, to endowment gift for permanent, long-
lasting support, or even working with the donor to volunteer and disseminate information about 
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the institution and potentially solicit gifts from friends and colleagues, no non-profit can 
survive without philanthropic giving. i 
 
 
5 
 
LITERATURE REVIEW 
 
Fundraising is one of the most vital features of any non-profit organization.  The 
importance of fundraisers’ jobs has grown exponentially since the Reagan administration.  
With government siphoning more money away from arts and humanities in favor of big 
business, fundraisers were suddenly thrust into the booming field with billions, or even 
trillions, of dollars available for the taking (Reiss, 1990; Irvin, 2007).  According to Fisher 
Howe in the Harvard Business Journal, “People give to people. Only on a personal basis can 
you reach the people who give or are responsible for giving” (1985). Thus, an organization that 
has good fundraisers can attract larger gifts, build stronger endowments and in general, be 
more successful.  As with all occupations however, there are many challenges and obstacles 
that must be overcome in order to make “the ask” and “get the gift.” 
 
FORMS AND PURPOSES OF FUNDRAISING 
 
There are two main perspectives that exist within the field of fundraising.  The 
information that fundraisers need to have in their arsenal is the main point of much of the text.  
This includes: a strong organizational mission and purpose, belief in the “product” (what the 
organization does), knowledge of the funding environment (foundations, corporation, 
government and individuals), knowledge about many different types of funding options, ethical 
standards of asking for money and accountability, and finally very strong communication and 
marketing skills (Choi & Wang, Howe, Kottasz, Reiss, Rosen). 
6 
 
There is also a second perspective, which comes from the donor.  Donors are becoming 
savvier regarding philanthropic giving.  They want to make sure their gift has an impact, that it 
is used properly and quickly, and that they receive some type of intrinsic benefit, such as pride 
for the cause or a tax write-off (Todd, 2006).  Fidelity Investments’ Steven Feinschreiber made 
it clear to donors that there are benefits to giving philanthropically, but some ways are better 
than others, namely securities and mutual funds through avoidance of capital gains tax (2007).  
Meanwhile, other donors want to make sure their gift lives on in perpetuity.  Some choose 
permanently restricted gifts, such as endowments that have continual cash payouts, or in kind 
gifts of art or property, among others (Irvin, 2008).  In some instances, however, organizations 
may not be aware of donors’ rights.   Winton C. Smith, Jr., in his “Power to the Donors,” notes 
cases where donors are becoming increasingly aware of their ability to enforce stipulations for 
gifts if they feel there has been a violation.  These include changing the name of a building, 
selling an in-kind donation, or not appropriating funds correctly.  And courts, which used to 
side with the non-profit the majority of the time, are shifting to create a linear relationship 
between donors, and the typical enforcer, the Attorney General (2007). 
While fundraising in its basic form appears simple enough – meet a person who is 
interested in the cause, ask for money, they give a contribution, and they are thanked – the 
amount of knowledge being amassed by donors is increasing, and therefore turning fundraisers 
into financial planners, accountants and public relations experts all in one (Feinschreiber, 
Howe, Smith 2007).  With all of this additional responsibility many fundraisers must be 
conscientious of ethical standards.  “For many, making sound ethical decisions is simply a 
matter of common sense…However…it is a limited tool” (Rosen, 2005).  In a study conducted 
by the Henley Management College in the United Kingdom  (2002), trust plays an integral part 
7 
 
in an individual’s inclination to donate.  Trust is, of course, earned and part of the way that can 
be created is through ethical behavior, which common sense may not provide.  Instead, by 
following a code of ethics, organizations are more likely to create a strong sense of trust with 
donors and potential new donors alike, thereby allowing for a buildup of public trust, and 
eventual philanthropic support (Rosen, 2005).  According to Choi and Wang, sometimes 
ethical decision making may not be made at the top; “If stakeholders perceive top managers to 
behave predominantly according to self-interested motives, they are unlikely to trust the 
managers” (2007).  Therefore, if a donor does not believe in the cause laid out by one or more 
managers, or board members, it is unlikely a contribution will occur, even if the fundraiser is 
perfectly trustworthy and ethical (Choi and Wang, 2007). 
Ethical practices tend to foster positive public perceptions.  “It can be expected…that 
personal values exert strong influence on an individual’s actions behavior and prioritization, 
including behavior associated with charitable giving” (Kottasz, 2003); therefore, if an 
organization cannot appeal to personal values via trustworthiness and ethical behavior, the 
donor will, “donate to a charity that has a reputable image” (2003).  Giving based on 
perceptions is only a small portion of why individuals choose to donate. 
In Anil Mathur’s “Older Adults’ Motivations for Gift Giving to Charitable 
Organizations: An Exchange Theory Perspective,” the author notes factors donors consider 
when making a contribution including givers’ self-interest, the benefit it could have on the 
organization, how satisfying their gift would be to themselves and to the organization, and 
most important to many, the recognition for the gift (1996).  These ideas are similar to those 
presented by Rita Kottasz, in which she states, “individuals may choose to help others because 
they expect some economic or social reward for doing so…may donate or help with the 
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expectation that others may return the favor when the giver has a need” (2003).  She goes 
further explaining that gifts may be egotistical, which, “secure recognition, a sense of 
belonging, career advancement, tax advantages, peer pressure and political gains” (Kottasz, 
2003).  Fundraisers must be aware of these considerations when asking for a gift.  It is 
particularly important to be able to adequately explain the benefits the donor will receive for 
giving a contribution (Reiss, 1990). 
Another predominant preconception that donors have is that organizations with large 
endowments do not need as much support (Irvin, 2007).  In some instances this is true.  
According to Irvin, “efficiency of the organization may decrease when endowment levels grow 
too large, cost control is lax, and management becomes less responsive to the donating 
community” (2007).  Conversely, Irvin then proceeds to explain that endowments make an 
organization look more stable and appealing to potential funders, namely foundations, which 
themselves have massive endowments.  There is also a preconception that “donors enjoy 
contributing to endowments…to benefit future generations” (2007).  Irvin further explains that 
gifts to endowments cannot only allow a person to see it, but can also see their donation carry 
on indefinitely because, “money never outlives its usefulness” (2007).  Mathur disagrees 
however, arguing that most people do not give to endowments because they minimize the 
person’s control and ability to see the gift’s effectiveness (1996).  He also references many 
donor’s desire for esteem and accolades, which typically leads to a preference for cash gifts.  
These donations bring an extra level of control that endowments mitigate, and keep the 
organization continually interested in their philanthropy (1996). 
As with most non-profit organizations, endowments are vital to continual success.  
Endowments are permanent capital that a non-profit organization can use to fund operations.  
9 
 
The principal produces interest, which is spendable income for the institutions - the larger an 
endowment, the more money available for funding day-to-day operations.  In addition, larger 
endowments create better credit ratings, which allow the organization to borrow money for 
construction, programming and any other operational activity.    
 This paper is an exploration of the endowment fund for La Salle University’s Art 
Museum, named for the founder of the museum, Brother Daniel Burke, F.S.C.  The 
establishment of this endowment fund, and others like it, has a foundation with the Jesuit 
religious order.  By some accounts, the Jesuits who form the formally named Society of Jesus, 
can be considered the founders of modern day fundraising.  While they historically had a 
strong aversion to all monetary transactions, in order to keep their schools open and free for the 
students during the 16
th
 century, they quickly became adept at sustaining operations (O’Malley, 
2003).  The Jesuits made their case for support almost 500 years ago, and even today 
fundraisers, “need a clear statement to answer the question why anyone should give to [the] 
organization” (Howe, 1985).  The case for the Jesuits may be faltering, however; “philanthropy 
that historically has been motivated and connected to religion and religious leaders has begun 
to let them down” (Reiss, 1990).  Religious organizations are finding it harder to rest on the 
laurels of the past, and are increasingly recognizing that establishing a plan is more necessary 
than ever.  In order to be successful there must be a strong case for support, clearly defined 
goals, an organized plan of communication and public relations, a substantial amount of 
research – along with continual donor cultivation – and, most importantly, a staff and board 
behind the initiative (Howe, 1985).  Without those components working in unison, an 
organization is likely to miss an important opportunity (Howe, 1985). 
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Overall, fundraising, or fund development, is a field full of challenges, which affect the 
overall success of any not-for-profit institution.  Some of the most prominent challenges 
include: economic cycles; lack of inclination; poor institutional strategic planning; and 
inappropriate approach and solicitation.  These four challenges represent the basic principles 
that every professional in the non-profit arena should understand.  The arts are a niche non-
profit – revered by some and despised by others.  In order to find sufficient financial support a 
vetting process is necessary.  An additional caveat to any successful fundraising program also 
includes the organization’s affiliations, including whether the organization is aligned with a 
religious group (Robinson, 2008).  Some funders chose to not give because of those 
affiliations, and since “money follows mission” (2008), some funders will avoid becoming 
involved with anything Catholic. 
In order to understand the challenges of fundraising, potential resolutions and long-term 
goals, this paper will explore the situation of La Salle University’s Art Museum.  The museum 
is a small to mid-size facility, located directly on the campus of La Salle University in 
Philadelphia, Pennsylvania.  It has grown beyond its original purpose, and is now trying to find 
an identity, which it was never envisioned to need. 
METHODOLOGY 
 
 This paper includes a series of interviews with staff members of La Salle University’s 
Art Museum and University Advancement.  These individuals speak to the history of the 
program, its current situation and the vision for the future.  Each interview was catered to the 
person’s role with the Art Museum, and the University as a whole.  Additional information was 
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obtained from staff members who may not have direct engagement with the Art Museum, but 
are long-time administrators of La Salle University. 
 There is also a comparison of La Salle University’s Art Museum with the University 
Gallery at St. Joseph’s University.  Both institutions are Catholic colleges whose primary 
mission is to educate.  The research explores how art museums/galleries are incorporated into 
their campus fabric, as well the fundraising challenges they encounter. 
Portions of this thesis will be limited to largely qualitative research as part of a 
narrative study, which according to Creswell, includes use of first hand knowledge and life 
experiences to make inferences and informed opinions (2007).  Because of personal knowledge 
in the field being examined, inferences are made, and in certain instances cited, to help further 
explain or expound the purpose of this thesis.  Additionally, because this includes a case study, 
items discussed in the document may become invalidated over a period of time because of 
constantly changing information.  At the time of this document’s completion, all information 
was accurate. 
A few limitations of this study include time constraints, the small-N case study and the 
heavy reliance on solely qualitative research.  These three constraints are mutually constituted 
and thus were unavoidable during the research process. Future research is encouraged to build 
as well as apply the findings presented to a large-N case study, perhaps employing both 
quantitative and qualitative methods via surveys, systematic data collection and other 
procedures. 
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THESIS STATEMENT 
Fundraising for an art museum, or any fundraising for that matter, presents challenges.  
The difficulty in fundraising for an art museum when it is housed and mostly supported by a 
larger entity, adds an additional caveat to the process whereby you have to appease both the 
sought-after donors and the larger organization’s guidelines.  Having a museum owned and 
operated by a college creates a funding hurdle that can only be overcome by outside-the-box 
thinking and strong leadership.  Even when faced with unique situations in raising money, it is 
on the onus of fundraisers and their management to overcome challenges and raise money for 
the art museum. 
Fundraising is more than just raising money.  Being a fundraiser and being successful 
takes much more in-depth analysis and work.  Knowing how one can achieve success as a 
fundraiser for the arts and non-profit world will help to perpetuate growth and educate future 
generations on the value of understanding philanthropy.   
ART MUSEUMS AND UNIVERSITIES 
 
There is growing evidence to suggest that exposure to the arts has a positive impact on 
a student’s education.  In Champions of Change: the Impact of The Arts on Learning, a 1999 
report by the Arts Education Partnership funded jointly by The GE Fund and the John D. and 
Catherine T. MacArthur Foundation: “Researchers found that learners can attain higher levels 
of achievement through their engagement with the arts.  Moreover one of the critical research 
findings is that learning in and through the arts can help level the playing field for youngsters 
from disadvantaged circumstances.” (64) 
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The public and private schools located in North and Northwest Philadelphia have a 
disproportionate number of families in disadvantaged circumstances.  According to the most 
recent United States Census, the neighborhoods surrounding La Salle University have a high 
percentage of families below the poverty level.
ii
  For example, in the Nicetown-Tioga Section 
of Philadelphia nearly 40% of families are below the poverty level, and average household 
incomes of less than half the state average.  In both Germantown and Olney the percentage is 
approximately 20% of families.  There is also growing information that the communities 
surrounding La Salle are growing poorer, as wealthier residents continue to depart for better 
opportunities and leave behind the lower-earning minorities.
iii
  In addition to the challenges of 
meeting the education needs of the disadvantaged, schools are increasingly faced with the 
choice of funding competing programs with limited resources.  Often, arts programs are 
reduced or cut entirely to expand other critical programs in the sciences and humanities. 
Art museums are in a unique position to offer schools the opportunity to leverage their 
assets to more fully educate students.  The Art Museum at La Salle University is in an ideal 
location to make a difference.  With five Philadelphia public schools within walking distance, 
coordination of educational activities incorporating art is accessible to several thousand local 
primary and secondary students.   
La Salle University has, since its inception, viewed the Art Museum on its campus as a 
learning tool.  While that perspective correlates to the mission of La Salle University to 
“educate children of modest means,” the value of the Museum has grown so significantly it 
needs further investment.  There have been several attempts to strengthen the Art Museum, but 
none have yielded the desired results.  This thesis explores the undertakings made by the 
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University, their success, the needs as established by a group of administrators, and the future 
of the museum. 
LA SALLE UNIVERSITY 
 
Founded in 1863 by The Brothers of the Christian Schools, La Salle University is one 
of seven Christian Brothers’ institutions of higher learning in the United States of America.  
The order’s founder, Saint John Baptist de La Salle, is the patron saint of education.  Through 
their ministry, they vow to “provide a human and Christian education to the young, especially 
the poor, according to the ministry entrusted to them by the church.”  Their educational work is 
more than a job or a profession; it is their calling to - “touch the hearts” of the young entrusted 
to their care and to “inspire them with the Christian spirit” (De La Salle  3-6). 
Today, the University educates more than 7,000 undergraduate and graduate students in 
over 60 academic disciplines in its Schools of Arts and Sciences, Business, and Nursing and 
Health Sciences.  Nearly 25% of the University’s students come from families with annual 
incomes less than $40,000, and almost 40% are the first generation in their families to attend 
college.  In 2009, La Salle University had an operating budget of $160 million with an 
endowment valued at approximately $55 million (La Salle University).  
 
THE ART MUSEUM 
 
Future president and Christian Brother Daniel Burke founded the La Salle University 
Art Museum in 1965 as a study collection for a new program in the history of art.  Over the 
next ten years the collection grew with a handful of acquisitions funded by the University and 
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with generous donations by local collectors.  In 1976, the current gallery space in the basement 
of Olney Hall was opened and the collection was displayed in a series of period rooms.  
Because the initial plan was to use the museum for educational pursuits for students, public 
accessibility was not a priority and the location on the heart of La Salle’s campus inhibited 
public access.  The basement location and lack of signage at the street level keep this multi-
million dollar art collection under wraps and sealed off from the surrounding community.  
The mission of the Museum seeks to foster an appreciation for and understanding of the 
visual arts. In the spirit of this endeavor, the Museum supports the educational role for which it 
was founded by presenting exhibitions and programs that are relevant to the University’s 
curriculum and offers a welcoming cultural and educational resource for students.  Certain 
undertakings have also attempted to open the Art Museum to a broader outside community.  
These include specials events with artists, collection exhibitions and rotating installations 
where outside constituents have an opportunity to explore the Museum and its ever-growing 
collection. 
Since it was founded, the Art Museum has grown to house over 4,000 objects with a 
valuation upwards of $15 million.  The collection comprises art works predominately of the 
Western tradition, roughly from the Renaissance to the present, and is the only university in 
Philadelphia to own a permanent display of paintings, drawing and sculptures in that period.  It 
has additional smaller special collections, including African art, Japanese prints, Greek 
ceramics and rare illustrated Bibles, all of which have been displayed to a wider public in 
recent years.  
The Museum has gained national and international recognition by becoming an 
important resource as its collections are used for research, publication and loans.  Among the 
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many institutions to which it has lent art work are: The National Portrait Gallery, Washington; 
The Kimbell Art Museum, Fort Worth; The M.H. De young Fine Arts Museum, San Francisco; 
The High Museum of Art, Atlanta; and Kunsthaus Zurich, Switzerland.  The Museum has an 
annual operating budget of $400,000 and a full-time equivalent staff of four. 
 
ART ANGELS AND THE BROTHER DANIEL BURKE, F.S.C. ENDOWMENT FUND 
 
Shortly after its founding, Br. Daniel began to gain supporters of his idea for art 
education at La Salle University, including members of the faculty, his friends, and alumni of 
the University.  These colleagues eventually turned into the long-time donor group, known as 
the Art Angels.  Their support has funded annual programs and special exhibitions, and led 
early acquisitions funding.  Cash donations had always been modest, with the majority of the 
museum’s collection acquired through charitable gift in kind donations and bequests.  
Operating income was provided on behalf of the University, but recent growth in the popularity 
of the Museum, coupled with increases in the cost of maintenance of the facility and pieces, 
spurred an idea to create a permanent endowment as part of an overall plan for future growth, 
outreach and, most importantly and in keeping with La Salle University’s mission, teaching. 
 In 2004, in honor of the retirement founding director and curator of the museum, the 
Brother Daniel Burke, F.S.C. Endowment Fund was established at the La Salle University Art 
Museum.  Spearheaded by newly hired curator Madeleine Viljoen, the goal for this endowment 
was to raise $1.5 million for future acquisitions, gallery exhibitions, increase promotions, and 
an education program; however, this fund became a casualty of poor strategic planning and 
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lack of inclusion of those skilled in fundraising and grant writing.  The lead gift received from 
the Connelly Foundation was only $150,000 of the requested $750,000.   
As stated by the Director of Grants Research and Support, Fred Foley, “The Art 
Museum didn’t consult with our [University Advancement] office for assistance in writing this 
grant.  Madeleine felt that because she had been introduced to one of the trustees she would 
secure the funding – especially because the trustee and Brother Dan [Burke] were friends.”  
Foley went on to explain that La Salle University has never made the Art Museum a 
fundraising priority.  Most of the success of the museum was because of the personal 
relationships cultivated by Brother Daniel, which yielded mostly gifts of art, not cash.
 Because of the incorrect assumption made by Viljoen, it is possible that the Art 
Museum undertook an endeavor it was not poised to complete successfully. 
 
ART EDUCATION AND OUTREACH 
  
 Even without the success of closing the major gift, or fulfilling the goal for the 
endowment, the Art Museum created a Curator for Education position to develop programs for 
underserved youth in the neighborhood of La Salle University.  The Olney, Germantown and 
Nicetown-Tioga neighborhoods of Philadelphia are among the poorest in the city of 
Philadelphia.   Miranda Clark-Binder was hired in 2007 to create an art education program that 
would bridge the gap public schools in those areas could not fund.  In her first two years, 
Clark-Binder brought more than 1,000 elementary aged children through the museum, as well 
as launching themed programs for all school-aged children, commencing community outreach, 
and building a stronger presence in the community.   
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Clark-Binder said of the education program, “I wanted to help share the treasures found 
in the [La Salle University] Art Museum with children and adults, alike.  Art is complex and 
beautiful – there is a story behind each piece, and those stories teach history, design and I hope 
inspire. Everyone deserves to enjoy art!  I’m just happy to be a conduit for their learning 
experience.”   
Lack of initial university investment made Clark-Binder’s position temporary, hinged 
on finding funding for the Brother Daniel Burke Endowment.  Two years after her initial 
hiring, and a bridge grant from the Connelly Foundation, the Curator of Education position, 
and Clark-Binder, became part of the operating budget for the Art Museum.  This move by the 
University has been attributed to increased numbers of students visiting, stronger community 
outreach programming, more frequent open houses and special collection programs, and 
greater uses of social media, all of which can be attributed to Clark-Binder’s planning.   
Other groups on campus have also tried to increase the exposure of the Art Museum, 
including the Alumni Office and Office for University Advancement.  Special programs in the 
Art Museum have been met with success, creating a noticeable uptick in the number of Art 
Angels donors, as well as others making commitments to the Brother Daniel Endowment, 
whose value is close to $400,000 and growing. 
 
NEW DIRECTOR AND THE FUTURE 
 
Madeleine Viljoen departed as Director and Chief Curator in 2010.  While some 
strategic planning was overlooked, Viljoen’s contributions as Director led to the successful 
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implementation of Clark-Binder’s educational programs, new acquisitions valued at over $1 
million, and helped to grow the endowment she originally envisioned.   
In 2011, Klare Scarborough joined the staff of La Salle University’s Art Museum as 
Director and Chief Curator.  “I was pleasantly surprised when I came for my first visit to the 
Art Museum. I could not believe La Salle’s collection included works by Tintoretto, Ingres, 
and Eakins,” said Scarborough. “It is such an amazing collection with much potential. I see a 
lot of possibilities for new ways to engage visitors with art, particularly through the use of 
technology.”  Scarborough also has experience in strategic planning and fundraising, skills 
considered “essential” by members of the search committee.   
Gloria Pugliese, Director of Corporate and Foundation Relations for La Salle 
University served on the search committee: “We knew that finding someone who understands 
art would be easy.  The challenge was finding someone who understood fundraising, planning, 
implementation, and education in addition to art.”   Scarborough joined La Salle from the 
University of Pennsylvania, where she headed up programming at their Museum of 
Archeology and Anthropology.  She also worked as a development officer and project 
manager.  Pugliese continued, “Klare has all the attributes we were looking for in our search.  I 
only hope she can succeed in making the Art Museum more publicly accessible and a more 
valuable asset for the University.” 
 
MUSEUM COMPARISON 
 
 The Philadelphia region plays host to many other institutions of higher education, some 
of which maintain a variety of permanent and exhibition art spaces.  One of La Salle 
University’s closest competitors, Saint Joseph’s University, is among those universities.iv  For 
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almost 150 years, La Salle University and Saint Joseph’s University (or St. Joe’s, as it is 
known) have been the two large Roman Catholic colleges within the city limits of Philadelphia.  
Their proximity to each other has led to a rivalry that has existed just as long.  Both institutions 
compete for student and educators, against each other in sporting events, and develop 
educational programs to draw students away from the other.   
Founded in 1851, St. Joe’s has a student population of 8,951 and an endowment valued 
at over $170 million.   La Salle student enrollment totals 7,331 and a modest endowment of 
$62 million.  Both institutions have 40-plus majors, masters and doctoral degrees and strongly 
Catholic foundations and leadership.  While their art collections are not as comparable, St. 
Joe’s growth as an institution of higher learning over the last decade has been significant, and 
discussions are underway for future development that may well include a museum.  It seems 
appropriate in a case study to explore the differences between these two rivals’ art collections. 
La Salle University, with over 4,000 pieces in their permanent collection, is double the 
2,000 pieces maintained by Saint Joe’s.  Collecting activities at Saint Joseph’s have been 
largely focused on Spanish Colonial paintings; Mexican retablos; 19th- and 20th-century 
stained glass; African art; and 19th century plaster casts. Smaller collections of pre-Columbian 
pottery and 19th- and 20th-century century engravings and prints, among others, are also kept.  
The Curator of the University Art is Carmen Croce, who is also the Director of Saint Joseph's 
University Press.  Instead of housing their artwork in a museum like La Salle, Croce is 
responsible for displaying St. Joe’s permanent collection throughout the campus.  According to 
Croce,  
Exhibits of art from the [Saint Joseph’s University] collection are mounted at various intervals in the 
university Library. The university expects to have an art museum within the next decade to better focus 
the collections and collecting activities. Until then, we have had to content ourselves with occasional 
exhibits. We also take some satisfaction in knowing that we have so much art on view in various campus 
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buildings on a permanent basis that it would be difficult for the university community to avoid exposure 
to the collection, although many probably think of individual works as decoration rather than as part of a 
permanent and focused institutional art collection.  Our students encounter more art on a daily basis just 
by attending their classes than most students do who attend universities with art museums.    
 
While there are plans in the works for a museum, St. Joe’s has yet to finalize them.  The 
University’s permanent endowment has grown in recent years – thanks to the recently 
completed $150 million capital campaign, With Faith and Strength to Dare - but it lacks an 
endowment to specifically support the art collection, which instead relies on annual budgetary 
support from St. Joe’s for maintenance of the pieces and making small purchases.   
In addition to the permanent collection, there is the Saint Joseph’s University Gallery, 
which is part of the Fine Arts Department and operates under its departmental budget.  Headed 
by Associate Gallery Director Jeanne Bracy, the University Gallery hosts five revolving 
exhibitions throughout the academic year.  Typically these exhibitions are of work by 
contemporary local artists in a solo showing arena, where they exhibit work in mediums that 
are taught at St. Joe's so students can view the work and learn from it.   In some instances, the 
artists will give a very brief talk explaining the work and answering students’ questions.  Bracy 
made a point of noting, “We have a very minimal budget for the gallery and receptions and no 
budget for stipends for artist lectures.  There is a budget for lecturers; however it is up the 
discretion of the individual professors to use.”   
While St. Joe’s treats the University Gallery as a teaching tool, the university does not 
explore fully the permanent collection as a teaching tool like La Salle does with its Museum.  
The Saint Joseph’s University Gallery does not display works from the permanent collection, 
and instead only focuses on using outside works as teaching tools.  La Salle works to include 
not only special collections, but the permanent collection as teaching tools for students in the 
Fine Arts program.  La Salle also invites guest artists and takes loans of works of art from other 
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institutions to help further the academic experience.  Both La Salle and St. Joe’s have Fine Arts 
majors, but the tools available for teaching with a full museum seem far superior, at least in 
learning about periods in art not solely focused on current works.   
St. Joe’s does have a more concrete plan for the long-term future, assuming the funding 
is available.  Plans to grow the collection and build a permanent display facility are included in 
the ten-year plan for Saint Joseph’s University.  The reason this has not been entertained 
previously is likely based on competing priorities and the lack of a titular founder, as La Salle 
had with Brother Daniel.  His intention was never to actually found a museum, but its growth 
and his continual work for over 40 years led to the creation of a comprehensive collection of 
art and an excellent teaching tool for students.  Unfortunately, La Salle’s growth has been more 
arbitrary, with minimal support from University leadership, and as Fred Foley stated, no 
intention of making the La Salle University Art Museum a priority.  However, Saint Joe’s 
growth may be poised to elevate itself and its art collection if they follow through with their 
long-term strategic plan. 
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CONCLUSION 
 
As with any research, the information included and referenced is specific to the 
author’s desires and perspectives.  It is very possible someone reading this would find many 
other useful sources, which could be interjected to further the tone and themes herein.   
Focusing on fundraising, especially for arts institutions housed within colleges and 
universities, allows readers the opportunity to explore what is happening at comparable 
institutions and bring to light how their work affects the overall mission and success of an 
organization. 
La Salle’s Art Museum and St. Joe’s Art Gallery and collection have long been 
educational tools, where their success has been measured by the number of students who use 
and view the works of art for research and learning, not by the number of donations received or 
the size of the collection.  La Salle University as a whole has never prioritized its museum, 
instead leaving it to its own devices and providing nominal financial support in the form of 
salaries.  St. Joe’s, by contrast, does not even have a dedicated full-time employee, instead 
tying its Gallery to the Fine Arts Department.  One stride St. Joe’s has made is identifying its 
vast art collection as a potential future consolidation project, and making it more than just a 
learning tool for special events.  Leadership at La Salle’s Art Museum has tried, with mixed 
results, to expand the offerings of the museum by looking to create an endowment and growing 
the collection through gifts-in-kind and acquisition.  Both institutions loan out works to other 
organizations in hopes of furthering the educational value of art.  Time will tell which 
university ultimately enjoys greater success. 
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While each organization has followed a different development path, both represent an 
institution of higher learning’s desire to utilize various methods for teaching.  Art does provide 
a unique perspective of history and change over time, whereby the audience has visual 
representation of what the artist may have been experiencing at the time of the creation of the 
work.  The future of each of the institutions’ art collections is depending on the organization’s 
model for the future, and whether they have the requisite leadership to make it happen. 
Two other institutions in the surrounding area were approached to contribute to this 
comparison, Ursinus College’s Berman Museum of Art and the Villanova University Art 
Gallery.  Neither institution responded to requests for information; however, based on the 
breadth of competitive spirit that exists between La Salle University and St. Joseph’s 
University, theirs was likely the best comparison.  For further research and a wider breadth of 
comparison, contacting and utilizing Ursinus and Villanova’s current situation would be a good 
place to begin.  Many colleges and universities nationally have some form of art gallery or 
museum, so expanding research nationally, as opposed to regionally as was conducted here, 
may be an additional avenue for learning.  
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APPENDIX 
 
Comparison Interview 
The following questions were submitted to Saint Joseph’s University, Ursinus College and 
Villanova University (only St. Joe’s responded) requesting that they participate in a 
comparison of La Salle University’s Art Museum for this thesis: 
1.  How large is your collection?  Does it have a theme(s)? 
2.  Does St. Joseph's provide programming opportunities to showcase the art housed in your 
facility? 
3.  Do you have a fundraising program to support your gallery?  Is it specific for operations? 
4.  Is there an endowment that provides for art acquisition?  Educational programming? 
5.  Do you have an educational component with St. Joseph's gallery for students and the 
general public? 
The schools were selected because of similar scope, and are considered competitors of La 
Salle University.  In addition, focusing on Catholic colleges/universities helped to further 
correlate the comparison. 
 
Personal Interviews 
Fred Foley and Gloria Pugliese are colleagues of the author, and were willing to share some 
knowledge about fundraising for the literature review.  When the decision was made to 
proceed with a case study using the La Salle University Art Museum, they were the first 
people interviewed.  They were selected because they work most closely with the La Salle 
University Art Museum and its fundraising efforts. 
Miranda Clark-Binder was approached to give background following her hiring.  No specific 
questions were planned and the interaction was more conversational than formal interview. 
Klare Scarborough was introduced publicly to a group of staff members at La Salle 
University, and her quotes were taken from that event.   
                                                          
i This information is derived from a combination of personal experience and assorted readings 
during my career with La Salle University in a secondary research capacity. 
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ii Census 2010 
iii Associated Press http://newsone.com/nation/associated-press/census-black-income-gap/ 
iv U.S. World News Reports – Best Colleges and Universities, 2010 
 
